Strategic Selling® Recertification Questions
1. First, why do we even bother thinking about setting sales Strategies?  What is the point?  
2. What are we trying to accomplish by taking time to think through a sales strategy?  What should be the end result?

3. Planning is always strategic, right?  And implementing those strategies is tactical?  Correct?

4. Miller Heiman teaches that today it is a customer centric world out there.  So why do we start by thinking about our Single Sales Objective?  
5. What is the difference between the Economic Buying Influence and the Veto Power Buying Influence?

6. The concept says, “There is only one Economic Buying Influence.”  This confuses me because lots of times I have to get several approvals to make the sale.  Explain.

7. What is meant by the admonition, “there are four types of buying influence;  your job is to identify three, and develop the fourth?”  

8. Can one person be all four types of buying influence?  Yes?  No? Explain.

9. Give a one-liner that explains in a phrase or sentence the role of each of the four buying influences?

10. How do you go about developing a Coach in an account?

11. What is the difference between a Coach and Coaching?

12. What is meant by the phrase “you’ve got to cover your bases?”

13. Give a synonym for a Red Flag?  For a Strength?  Examples of each.

14. What do the four Modes – Growth, Trouble, Even Keel and Over-Confident - represent?

15. Why do we say that people only buy in Growth or Trouble mode?  If they are my existing customers, surely I want them to be Even Keel or even possibly Over Confident compared to my competition.

16. How do you get a customer off Even Keel?

17. What is the point of trying to play Win-Win?  All that matters is that I get the sale isn’t it?

18. Describe from your experience a Win-Win scenario? A Win-Lose scenario? A Lose-Win scenario?  A Lose-Lose scenario?

19. Why even bother thinking about win results?  Everyone knows that lowest price gets the sale.

20. What is the essential differentiation between ‘wins’ and ‘results’?  (Try to use just two words, one for each)

21. How are a customer’s Wins determined?  How should you NOT determine them?

22. What are the two primary things that we are trying to accomplish with the metaphor of a sales Funnel?  Why is this important?

23. What is to be gained by thinking through an Ideal Customer profile?

24. What is needed to build a strong sales strategy?

25. What is the bottom-line objective of the Blue Sheet?

26. Name at least six pitfalls or traps that participants fall into when developing a Blue Sheet?  For example, listing more than one single Economic buying influence. 

27. Why do we give teams a schedule to follow when doing a Blue Sheet exercise?

